
Background & Context 
Amazon filed its “1-Click” patent in 1997 and received grant US 5960411 in 1999. This method 
allows returning customers to purchase with a single click—using stored payment and shipping 
details thereby eliminating multi-step checkout friction. Over the years, Amazon licensed this 
technology to Apple (for iTunes and the App Store) and defended the patent vigorously in the 
U.S. while failing to secure it in Europe. 

Problem Statement 
In the late 1990s, Amazon was growing rapidly but noticed a major bottleneck in its online sales 
funnel. 
Amazon realized that every extra click or page during checkout meant fewer sales, lower 
repeat purchases, and more opportunity for competitors. Streamlining the buying process wasn’t 
just a UX improvement, it was critical for Amazon’s long-term survival and dominance in the 
e-commerce space.: 

● High Cart Abandonment: 
○ Industry-wide, nearly 70% of shopping carts were abandoned before checkout. 
○ Internal metrics showed that Amazon, despite its brand trust, was also suffering 

from high abandonment rates. 
○ Many users added items to their cart but left before completing purchases, 

especially during busy sale seasons when decision fatigue was high. 
 

● Low Conversion Rates: 
○ The average e-commerce conversion rate across industries was just 2–3%. 
○ Even loyal customers hesitated to complete purchases because of checkout 

friction. 
○ Amazon realized that the easier they made it to buy, the more orders they would 

close, especially for impulse purchases (e.g., books, music, everyday items). 
 

● Checkout Friction Points Identified: 
○ Multi-page Checkout Flows: Users had to click through 4–5 different pages 

(cart → sign-in → address → payment → review → confirm) to complete a 
purchase. 

○ Manual Data Entry: Customers were required to repeatedly enter or update 
shipping addresses and payment information. 

○ Cognitive Overload: Too many steps caused users to rethink, delay, or abandon 
their intent, a major barrier for impulse buys. 

○ Device Limitations: As mobile web traffic grew, typing credit card and address 
info on tiny phone screens became even more painful, increasing drop-off rates. 
 



 

 

● Strategic Threats: 
○ First-Mover Disadvantage Risk: Without fixing the purchase funnel, Amazon 

risked losing to faster-moving rivals like eBay and Walmart entering online sales. 
○ Customer Loyalty Erosion: If buying online felt tedious, customers could 

default back to in-store shopping, especially for smaller everyday purchases. 
○ Scalability Challenge: A complex checkout process wouldn’t scale efficiently 

across millions of customers and SKUs. Amazon needed a system where more 
users could buy faster without increasing customer service overhead. 

Solution: 1-Click Implementation 
To address the massive friction in their checkout process, Amazon pioneered the 1-Click 
Purchase System, a groundbreaking flow that dramatically shortened the buying journey. 
Here’s how they solved it: 

1. Securely Stored Customer Credentials: 
○ Amazon developed a system where customers' payment and shipping details 

were stored securely after the first purchase. 
○ Sensitive information was encrypted and tokenized for security (source: Amazon 

Patent US5960411A). 
○ This meant no repetitive manual entry for repeat purchases, reducing error rates 

and drop-offs. 
 

2. Single-Action Purchase Experience: 
○ The new “Buy Now with 1-Click” button allowed customers to instantly place an 

order with their default payment and shipping info. 
○ This collapsed the checkout process from 4–5 steps to 1 step. 
○ Particularly boosted impulse buying for low-ticket items like books, CDs, and 

gadgets. 
 

3. Cross-Device and Channel Consistency: 
○ Amazon quickly expanded 1-Click beyond desktop to mobile web, native apps, 

and later even Alexa voice shopping. 
○ Crucial for mobile users, where typing addresses/card info was painful on small 

screens, 1-Click made mobile shopping effortless. 
 

4. Built-in Trust & Safety Signals: 
○ To reassure buyers, Amazon implemented haptic feedback (small vibrations) on 

mobile after a 1-Click order was placed. 



○ They displayed trust badges (e.g., “Secure Payment”) and sent instant order 
confirmation emails to reduce post-purchase anxiety . 
 

5. Patent Protection to Maintain Advantage: 
○ Amazon patented 1-Click in 1999 (source: US Patent 5960411A), which legally 

prevented others from copying it. 
○ They licensed it to Apple in 2000 for use in iTunes and App Store purchases. 
○ This gave Amazon years of exclusive advantage over rivals like Barnes & Noble 

(who even got sued for copying it). 

Impact & Metrics 
The introduction of Amazon’s 1-Click Checkout was not just a minor UX improvement, it drove 
massive, measurable business impact across critical KPIs: 

Core Metrics (Before vs After 1-Click) 

Metric Before 1-Click After 1-Click 
Relative 
Change 

Conversion Rate ~2.5% ~10% + 300% 

Cart Abandonment Rate ~70% ~40% –43% 

Average Order Value (AOV) $75 $79 5.3% 

 

Key Impacts 

● Conversion Rate Surge: 
Studies show that implementing a frictionless 1-Click checkout flow can increase 
conversion rates from an average of ~2.5% to over 10%, a 300%+ lift. 

● Cart Abandonment Drop: 
 Reducing checkout friction slashed cart abandonment rates by approximately 40–45%. 

● Average Order Value (AOV) Growth: 
 Streamlined checkout encouraged customers to make slightly larger purchases, driving 
AOV up by 5.3%. 

● Customer Engagement Uplift: 
 Long-term studies from Cornell found that 1-Click customers visited 7% more 
frequently and spent 7.8% more time on the site over a 15-month period. 

● Pages per Session Improvement: 
 A simpler checkout meant customers browsed 9.3% more pages per session, 



implying more shopping exploration per visit. 
 

Below is a visualization of a typical conversion uplift over a 12-month rollout. 

 

Graph created based on reported metrics from Markerly and Medium analysis on Amazon’s 
1-Click Checkout 

Comparative Analysis & Licensing 

● Apple’s Adoption: Apple licensed 1-Click in 2000, embedding it in iTunes/App 
Store—driving impulse app/song purchases (e.g., Angry Birds downloads). 

● Post-Patent Landscape: After patent expiry in 2017, competitors like Shopify and Bolt 
introduced similar one-click experiences to capture this advantage. 
 

 

 

 



Lessons & Insights 

● Friction = Revenue Loss: Checkout Simplicity 

Simplifying checkout can boost conversion rates by up to 35% (Baymard). Amazon Pay 
exemplifies this by reducing friction through the 1-Click process, creating a faster, more 
seamless experience that directly drives revenue. 

● Trust Signals Matter 

When removing form fields, security cues like badges and haptics are essential to 
building trust and reassuring customers that their information is secure, minimizing 
abandonment and enhancing the user experience. 

● Patent Strategy as Moat 

Amazon’s 1-Click patent strategy created an exclusive market advantage. It not only 
protected its innovation but also generated licensing revenue, providing Amazon with 
both a competitive moat and extra income streams for years. 

● Cross-Platform Consistency 

Extending 1-Click to mobile made checkout even more seamless for users on all 
devices. Mobile shoppers are especially sensitive to friction, so Amazon’s mobile 
optimization widened its impact and helped maintain consistency across platforms. 

Resources Used for Case Study 

●  Business InsiderDigital Commerce 360 
●  Rejoiner 
● Simpler Checkout 
● Phys.org 
● FasterCapital 
● Medium 
● Rejoinershoprocket.io 
● Markerly 

https://www.businessinsider.com/amazons-1-click-patent-competition-shopify-bolt-fast-2022-4
https://www.rejoiner.com/resources/amazon-1clickpatent
https://www.simpler.so/e-commerce/simpler-one-click-checkout-vs-traditional-checkout-the-psychology-of-conversions-explained
https://phys.org/news/2023-02-one-click-checkout-engagement.html
https://fastercapital.com/content/Conversion-Average-Order-Value--From-Cart-to-Checkout--Optimizing-Conversion-AOV.html
https://medium.com/mobify-design-team/designing-the-perfect-checkout-the-mystery-of-cart-abandonment-a72f79f7a47f?utm_source=chatgpt.com
https://shoprocket.io/blog/the-1-click-checkout-dream-that-turned-into-a-nightmare
https://markerly.com/pulse/echoes-of-efficiency-how-amazons-one-click-checkout-resonates-with-consumers/
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